


Contract Consultants currently has a GSA schedule contract for Temporary and 
Professional Services.  In addition, we have similar IDIQ contracts with the Corps of 
Engineers, the Forest Service, and with the VA.  Because we are an 8a contractor and 
because of our contracting backgrounds, we have been very successful is negotiating 
sole-source contracts; however, we have not been as successful going up against the “big 
guys”.  Often the Technical Panel is hesitant in awarding a small company a contract 
when there is a larger company with a recognized name that is also vying for the award. 
The small business’s proposal is often times not as impressive as a large firm.  We have 
been the “sub” on several large proposals where the larger business would have a whole 
team of employees putting together the proposal.  In our early days, it was up to me to put 
together all of our proposals.  Now, Leighton writes most of proposals but even so, we 
still have only one person, with occasional help from one or two others, to put together 
our proposals.  We don’t really blame the Technical Panel with being more impressed 
with a “pretty proposal” and the larger firm having more experience in the specific tasks 
but the smaller company generally has higher level employees assigned to the contract.  
In our company, Luella, Leighton or I are involved in the startup of every Federal 
contract.  In my experience with RTC, when we contracted with Arthur Anderson, Pete 
Marwick or some of the other large firms, we were generally dealing with employees 
straight out of college.  The Technical Panels finally wised up and toward the latter years 
of RTC’s existence, most of the contracts, even the really large ones, were being awarded 
to small to middle-range firms. 
 
CCI has been used in conjunction with the Small Business Subcontracting Plan for larger 
firms.  Without exception, we have never received one dollar of business from these 
proposals.  We are never even notified whether or not an award was made.  There does 
not seem to be any consequence for company’s who do not make their goal.   My 
suggestion is that if a small business is part of an awarded contract, they should be 
notified of the award and the winning prime should have to use the sub identified in the 
proposal unless there is are extenuating circumstances.     
 
Most of our contracting experience has been positive; however, we like most small 
businesses, continually struggle with “cash-flow” issues.  That is probably the one most 
frustrating thing about dealing with the Government.  Most CO’s or Accounts Payable 
Government employees don’t really understand the “life blood” importance of getting 
invoices paid.  Even with the Prompt Payment Act we don’t generally get paid in 30 days 
because the clock starts ticking at the latter of the dates when the Finance office receives 
a valid invoice and the approving office submits a receiving report certifying that services 
were actually provided.  A receiving report that falls to the bottom of an in-box in Del 
Rio, Texas, where a one clerical-person office reviews and certifies the invoice for 
payment can be lost for weeks or months unless we devote additional staff resources to 
constantly following up on what we consider to be overdue invoices.  This extra cost is 
passed on to the government in future years as it drives up our G&A costs. 
 
In our business, we have to pay employees on a weekly basis and while most of our 
invoices are also weekly, we are banking the Government for a minimum of 7 days 
before the 30 day clock begins.  On our monthly invoicing contracts, we float the 



government for 30 days before invoicing and can only hope that the payment comes in 
before we go over 60 days from when we first incurred expenses.  By the way, the FAR 
doesn’t permit us to include interest payments in our G&A computation because “the 
government pays promptly” so interest is an expense we can only absorb. 
 
Another significant cost item to small businesses results from the Government’s 
emphasis on having vendors accept credit cards.  Until recently, when a customer paid us 
by credit card, our process was to call our bank’s 800 number and provide the necessary 
details to an automated system.  Sounds simple enough until you think of the error 
possibilities of having people enter 20 digit numbers and codes over a numerical phone 
pad.  But the real bottom-line impact for a small business is the 6% fee paid to the bank 
and credit card company.  An invoice for $1000 only netted us $940.  When you try to 
compete in a business with a 3% or less profit margin, that 6% cuts more than just deep.  
A partial solution was to make a significant investment to upgrade our website into a 
secure website, and to pay a third-party Internet Merchant Account through a system- 
compatible firm a monthly fee plus 2.3% of each invoice.  When the solicitation states 
that payment will be by credit card, we have to price that cost into our proposal.  When 
we’re bidding against similar size firms, that cost is passed on to the government.  When 
we’re bidding against large firms, their volume of transactions gives them a much more 
desirable rate and adds to our competitive disadvantage.  Ultimately, whether contracts 
go to large or small firms, the cost of credit card payments to banks and financial service 
firms adds cost to government procurement.   
 
Beyond these financial issues, one of the biggest problems occurs when contracting 
officers delay key dates.  By example, two years ago we were bidding on a large contract 
to provide 25 people to a Federal agency.  The solicitation was issued in early May and 
required a very short and a very hard date for proposals, and that date did not slip.  
Proposals were due on July 1, 2003.  The solicitation stated that a decision would be 
made by July 15 and the winning contractor would have to be fully operational by August 
1, 2003.  The solicitation required us to identify the key people who would lead our 25 
person team.  With firm dates in mind, we identified top candidates for the key positions; 
but the contracting officer kept slipping the due date.  Our key people were struggling 
with other firm offers and trying to decide if they wanted to stay with us or go for the 
‘bird in the hand.’  After 45 days, and considerable angst, we were informed that we did 
not win the contract.  Somebody with a better reputation (Booz Allen) was a higher 
bidder than us; but a no-lose option for the selection panel and contracting officer. In the 
interim, several key people that we had lined up had turned down job offers they would 
have gladly accepted if the contracting officer had adhered to his published schedule.   
Small businesses, nor the government, can afford the cost of having expert staff just 
sitting on the shelf and waiting for contracts.  The impact on the lives of those who turned 
down other jobs was significant.  Plus, none have been interested in being part of other 
proposals from our firm after that experience. 
 
When we were government officials, we were all in roles where contracting officers 
would advise us when and why they were slipping the award dates.  The “excuses” 
ranged from poor planning in the first part, to inexperienced political appointees pushing 




